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SAF Partners / Overview Build Sell Service Run
Become an SAP Partner Solutions Solutions Solutions Solutions

Requirements SAP PartnerEdge: SAP Open Ecosystem: Service
Service

An |deal Fit For Established service Smaller consultancies looking
consultancies and to ramp-up and grow their SAP
systems integrators service relationship
(SI's)

Base Program Fee Yes (approx. €£2,000 MNo
p-a.)

Service Engagement Model Fee Yes (approx. €1,700 Mo
p-a.)

Business Flan Yes Mo

Solution Consultant Trained Employees Yes Yes

Maintain Your Profile in Our Online System Yes Mo %
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Systems 1 . .63 747 1087 150 200
Service i . 1688  Am;  174; 175 255
Software | 740 235 2898 375 450
Training | . 1567 171  183; 200 250
Other 162 © 151 | 220 i 240 | 200

Total Unit Sales 723 802 974 1,140 1,355 |

Unit Prices Jan Feb Mar r

Systems $1,783 $1,801 £1,791 $1,775 $1.775
Service £103 £106 £88 $90 £90|
Software $224 $185 $277 $275 §275
Training £48 $39 $46 $50 $50|
Other $291 $371 $222 $300 $150|

Sales |

-
[ITTEr T
1
+

Systems | $112,329 $133,274] $193,428' $266,250, $355,000|
Service 817,304 si8,126. $15,312]  $15750.  $22,950|
Software | '$38,0976 343,475, $80,053. $103,125 $123,750|
Training . §7,488 46,669 8,418  $10,000 $12,500|
Other | 7847,142 " §56,021 $48,840:  '$72,000 '$30,000
Total Sales 223,239 $257,565 $346,051 $467,125 $544,200
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Growth Hacking

1Ay S geb slavic] 1a8)S S digSz Wiy So

35 42393 A2 ¢y Ay Jo Gl slogmgyw 9 Gelaizl gloaSas )oeb
5 9 S Jul=xd )3 glangidaliy (5555 @
i) S diubs )59 ) aoliy (5)0)

Swle L ol | Giw L)L 038 Jlgw ;)
)P Gl Cob )5 9 S )3 930 OR ) , . .
i ‘ RR)LL 9 UB9yd yd (585 (sogun WL
PSR @89y )

13y YK (3 1) S SYguamo

Mote c

031> Jul=d 4 AieddVe g j9m0 631 e

lgio (L)L

* e L33 .) . . . e .
Jdod Cgs Jlazad Hlpl 4 diedse | CaOP

Geleizl odSus (L)L

A/B s

G loyw CuiSiL Cuool p Sldticl

Sk 32)> dwg) 33 y9me JiaTyd oG e e
Srune )5 dwgy p) 9o 3ialys oLS



300

250

200

150

100

50

144

0hed ) aaw s3iales W (g3lased (09,9

137

0

Byl gvoeruly

239

| Y oxilad

167

97

208



Qo
c
-
@
2
-
©
=
V)
v
(O
=

>

Direct Marketing

<

Personalized Marketing

Open to Trial

Repeat Customer

Preferred Supplier

Brand
Advocate
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w Products Industries Support Training Community Developer Partner

/ .

2 ;nténhg the

telhgence era

'Get the solutions you need to operate with
visibility, focus, and agility — and achieve the
game-changing outcomes of an Intelligent
Enterprise.

About
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artan pardazeshpaidar - 2nd

Finance and Accounting Manager at artanpardazeshpaidar
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U.5. most effective B2B lead ganeration tactics 2017

Most effective business-to-business lead generation tactics according to
B2B marketers in the United States as of July 2017
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B2B Bnterprise markBtErS rate eﬂ:e[:tiueness Uf |]3|[| B2B enterprise content marketers rate effectiveness of their content marketing:
advertising methods for content marketing distribution:

3% Very Effective

58%
52%

4% Not atAll Effective

B2B enterprise marketers’ top 5 content marketing priorities:

73%
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Google ¢ e Q

All Images Videos Maore Settings Tools

About 11,000,000 results (0.30 seconds)
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Lead to Sale Conversion Rate — Juuui &5 (B5aialjsl jl oolaiwl
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Many to Many Marketing — ouiiu5 (UL b L)l
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DOES YOUR MEDIUM MATCH YOUR MARKETING MESSAGE?

Communication

Direction One Way Two Way Multi-directional
Interaction One to Many One to One Many to Many
Purchase Phase | Research Engagement Engagement
Purchase Past purchase
Post purchase Advocacy
Vehicle | Advertising-on Email Social media networks
Platform &offline Direct mail Twitter
Direct mail Mobile Boards
PR Chat Ratings & reviews
Website Social media networks Videaos
Email Twitter Photos
RSS Meetups
Blog
Twitter
Video
Padcast/Audio
Marketing General info General info General info
Content Product info Product info Promotional
Purchase info Purchase info Post-purchase
Fromoton Fromoton support
Targeted Ratings & reviews

communications
Customer service
Sales support
Retanton marketing

Customer generated




Social Ads Newsletter ‘

Community
Forum Social Networks "
¢0- ~
Online Ads ' Media Websrte Blog ’
Direct Mall
Email Store
\ s’ WOl‘d of Mouth “ ,’ Promouons
PR -~
Ecommerce
Radio
TV
Print
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Existing Customer Marketing — 128 ;U yide (2UyLL

Forrester sum up this customer-centric approach in their B2B Loyalty, the
B2C Way report:

* “B2B marketers must change their mindset, moving from a focus on
products, internal processes, and organizational silos to a focus on the total
customer relationship — from discovery and purchase to engagement,
retention and loyalty”.

* It’s focussed on driving retention, building loyalty and earning brand
advocates. It’s about creating an optimum customer experience.
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